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YOUR  PLACE 

IN  THE  WAR  EFFORT 


ISSVCO  lY 

( Furniture  Industri  Branch 

WAR  MUMMICTIONIOAIID 


3o§ 


A  GUIDE  to  War  Production  for 
tbe  Furaiture  and  Beddine  Industries 


Today,  of  coMMraei,  um  arm  producing  more  than  urn  over  produced  in  1919, 
many  wnore  gone,  many  mgHre  airplanes,  qf  coarse,  nuu^y  more  battleek^, 
mmd  many  more  merchant  Mpe;  but  no  maltU^  how  mmA  we  are  maldng  to- 
4t^9  i^Jnet  im't  mgrwii^  neqrfy  en^mgh  to  meet  the  urgency  and  the  vueeds 
of  a  situation  that  faces  us  right  at  the  momentm 

We  call  it,  becatMse  we  all  like  slogans,  ^^Conversion,**  and  it  is  conversion, 
because  it  is  producing  on  the  machines  we  have  got  now^  that  have  been 
making  something  else,  the  things  we  need  Jar  more  than  the  things  we  are 
making. 

We  have  got  to  go  through  every  industry  in  the  United  States  that  has 
the  engineering  ability  and  the  managerial  ability  and  the  trained  workers 
and  put  «fc#m  right  to  work  making  the  ihistgs  that  we  need  during  these 
tnassShm^ 

^DONALD  M.  NELSON. 


YOUR  PLACE  IN  THE  WAR  EFFORT 

Wurniture^  and  the  Bedding  and  Upholstering 
imdm^triem 

As  the  supply  of  civilian  goods  decreases  to  make  way  foe  the  growing 

tide  of  war  products,  old  customers  and  old  products  are  left  by  the  way- 
side to  an  iiicreasiog  CJctent.  In  their  place  must  come  new  customers: 
Uncle  Sam  and  the  prime  contractors  who  arc  already  at  work  for  him. 

Uncle  Sam  is  represented  by  a  great  number  of  purchasing  agencies: 
These  buymg  oflSces  of  the  Armed  Forces  are  scattered  from  Coast  to 
Coast — each  with  its  own  purchasing  function.  The  prime  contractOTS, 
who  are  also  purchasing  agencies  for  war  goods,  are  similarly  located 
across  the  country. 

How  then,  is  a  furniture  or  bedding  plant  to  locate  the  source  of  orders 

for  needed  goods,  and,  once  that  source  is  located,  arrange  to  do  its  part 
in  producing  these  goods? 

Problem 

Time  after  time  sincere  manufacturers  approach  the  War  Production 
Board,  th6  buying  bffices  of  the  Armed  Forces,  or  Prime  Contractors,  to 
offer  their  plants  for  war  service.  "We  have  100,000  square  fe^t  of  space, 
a  management  record  over  a  period  of  years,  and  ample  finances  to  equip 
to  produce  fcM-  war,"  says  Mr.  Manufacturer. 

Unfortunately  for  this  type  of  approach,  the  war  effort  docs  nbt  need  just 
plants.  It  needs  the  facilities  for  making  specific  products  that  are  them- 
selves needed  in  th<6  war  effort.  This  vague  generalized  offering  of  plants, 
finance,  and  managerial  abiUty  will  be  usually  no  ihbre  resuliful  than  if 
the  same  manufacturer  approached  the  buyer  or  merchandise  manager  of 
a  store  ^th  the  same  type  of  story.  No  manufacturer,  for  instance,  can 
walk  into  that  buyer  and  say,  "I  have  a  fine  plant,  what  do  you  want  me 
to  make  for  you?"  If  he  did,  the  buyer  would  say,  "Make  up  your  mind, 
then  come  bade  Wi A  a  specific  group  of  furniture  or  bedding  products  that 
fit  into  our  picture — then  try  to  sell  those  specific  products  to  mc.** 

So,  to  find  your  place  in  the  war  eff^ort,  you  sell  specific  needed  products 
to  the  right  riian  (the  proper  procurement  officers  ot  prime  contractors)  at 
the  right  time — when  he  needs  them. 
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•*But,  I  don't  know  <rf  any  needed  products,"  a  manufacturer  prptests, 
"So  what  do  I  do?^' 

You  do  a  sdUng  job.  You  organize  your  effcMrts  to  find  the  needed  war 
products  just  as  you  have  organized  your  efforts  to  sell  your  regular  civilian 
products  in  the  pa«t.  Ypi^  tucj^  your  entire  sa|qp^  ^Mf^W^^^JW^ 
duction  staffs  into  a  war  production  unit. 

1.  If  you  have  not  alf^dy^  €lone  so — go  over  your  problem  with  the 

neajcst  War  Pxoduction  Board  office.  Gktacqiiaintfid-rrgetXhem 
interesled  in  your  individuai  pn^em.  # 
a.  List  your  complete  plant  fecilities  with  the  War  Production  Sec- 

*     

tion  of  the  Furniture  Branch  and  with  your  nearest  War  Pro- 
duetiofi  Board  office. 
List  your  name  to  receive  all  War  Production  Board  publica- 
tions and  bulletins  from  the  War  Production  Section  of  the 
FinrmtiHe  ^andi  and  frcMtn  the  WPB  fi^ 
C.  Obtain  a  list  of  Procurement  Offices  of  the  various  branches  of 
the  Armed  Forces  which  it  will  be  possible  for  you  to  call  on 
regularly, 

2.  Build  your  own  list  of  Prime  and  Subcontractors  you  can  call  on 

regularly  who  are  in  types  oi  War  Work  into  which  you  might 
fit  in  a  Sitb  or  Sab-Siibcxmtt«^  bans. 

3.  Plan  your  sales  campaign: 

a.  Your  first  task  is  exploratory.  You  cannot  plan  your  prop^ram 

until  you  liave  made  test  calls  so  you  will  Imow  whore  to 
look  for  products  for  a  Possibilities  List  and  whom  to  talk  to 
about  these  products* 

b.  Keep  a  careful  record  of  calb  made  and  men  seen  and  possi-^ 

blc  products  found  during  this  exploratory  period.  From  this 
data  build  a  more  or  less  permanent  routine  pC  ii^eryiews* 
Assigndefimte  men  to  call  on  speofic  <^Soes.  Organise  thmoughlj^ 
Keep  calling — keep  at  it. 

c.  And  keep  flexible — have  manpow^  enough  to  ain|4y  cover 

the  offices  on  which  you  regularly  call.  If  ycm  have  few  men, 
make  adequate  calls  on  a  few  carefully  selected  offices  of 
Plriaae  Contractors  gr  Pfeocufeaacnt  Offices. 

d.  Frflow  every  lead  to  the  end.  Salesmen  calling  on  you  may 

have  information — ask  everyone  for  ideas  to  help  you  find 
your  place  in  War  Froducdoo. 
The  problems  which  your  war  production  unit  must  solve  are  difficult 
ones.  The  ultimate  aim  is  the  conversion  of  your  plant  to  war  work,  but 
before  this  can  be  realized^  every  possible  ciue  must  be  traced  ,down» 
analyzed,  and  handled  with  intelligence,  speed,  and  ingenmty. 
As  your  war  production  unit  goes  to  work,  its  first  job  is  to  find  all  the 


products  which  your  company  can  possibly  make,  either  with  present 
factUtics  or  slight  addi^onal  op«^,  Jk^  pjrp^ucts  must  be  searched  fpr  9t 

every  pooible  source  available. 

There  are  three  broad  types  of  products  which  the  furniture  and  bedding 
industries  can  concentrate  on  i«  their  effort  to  take  part  in  war  work, 
t.  Ncffinai  pcaiGetii»e  alems  j(4d  to  both  civilian  and  war  agencies. 
For  the  furniture  industry,  these  would  be:  wooden  files,  desks, 
,  chdir^  wood  bcd^  etc.   For  bedding  manufactiu-ers  they  would  be: 
cottcm  jrautmses,  piUoMFS,  coci^tars,  bcdsp^nPi  etc  For 
metal  furniture  plants  they  would  be:  shipboard  furniture* 
essential  shelving,  e(c.. 
2,  New  types  oi  pmdwrts  iisiiig  some  of  the  £iciiiCie»  of  tht  industries^ 
For  bedding  and  upholstery  industries  this  would  include  such 
it^jp^  as  bj^dplio^^  haversacksy  sleeping  b^^  bedding  rgtU^ 
tents,  tarpaulins,  etc.   For  the  wood  fiuiciiitMM  sxuph 
■    items  as  wooden  life  rafts,  lockers,  shelving,  jcriner  work,  assault 
\iq^^.af3d  pontoons,  dummy  bombs,  and  gun  stocks.    For  metal 
fiimitinre  plants  this  type  <^  prodUiet  would  be:  bomb  fins*  tank 
parts,  special  tool  boxes,  bomb  crates,  certain  ships,  etc. 
l^ewf  products  for  which  different  equipment  must  be  obtained  or 
in  which  pcecasion  skiU  of  de«g9«l%  £aqtors  ^re  at  considerable 
variances  with  normal  producte.  This  would  include  such  things 
^is  machin^-gui^  clips,  cartri<;^cs,  precision  airplane  parts,  fus^, 
and  any  other  ordnanee  item;,  or  the  dev^lopm^iit  of  new  prod- 
ucts, especially  those  in  which  wood  must  be  substituted  for 
metal. 

Keqp  in  mind  that  n^tber  the  War  Production  Secto  qf  the  Furniture 

Industry  Branch  nor  the  WPB  fieJd  offices  have  contracts  to  offer  you.  Their 
function  is  tqJ^fiid^Jthe  facilities  nee^ic^  to  make  the  needed  war  productt, 
and  both  can  give  you  leads,  pointers,  and  the  advice  botii  of  experience 
in  working  with  hundreds  of  other  firms. 

The  Production  Board  cannot  fiuixish  you  with  lists  of  names  of 
prime  contractors,  but  will  give  yam  name  to  a.pdme  cPlitra^tpr  if  that 
contractor  has  some  need  for  the  facilities  that  you  have,  at  rcfisr  you  direcdy 
.  itpi  ^^prime  coptj^s^jtot:  who  h^  immediate  nped  of  yoji^  facilities.  That  ^ 
one  reason  why  you  must  give  the  WPB  a  complete  undenfiapding  of  your 
facilities  and  abUities.  The  Field  Office,  like  all  the  other  sources  of 
product  possibilities,  must  be  contacted  regularly  and  inteUigendy.  These 
offices  should  be  handled  juM:^  aatMif  wmA  wkh  as  much  planning  as 
you  use  in  working  with  the  best  customers  for  your  regular  civi||aQ 
products. 

Th^  is  no  easy  open  road  to  findii^  the  products  which  you  as  ao 

individual  firm  can  make.  You  may  have  to  go  up  hundreds  of  blind 
»^cy^  before  you  fipd  the  piquet,  but  the  more  leads  that  are  followed, 
^  inore  chances  thei^  arc  of  the  ri|^  product  for  your  company  to 
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manufacture  coming  to  light.  Every  possible  contact  shoidd  be  employed^ 
friends,  employees,  Chambers  erf  Commerce,  city  officials,  trade  associations, 
in  addition  to  well-planned  relatiomhips  with  procurement  oflScers  and 
prime  contractors  and  the  War  Production  Board  Field  Offices. 

With  the  large  number  of  contacts  to  make,  manpower  as  well  as  com- 
petent sales  direction  must  be  employed^  make  the  work  effecuve.  Well- 
planned  campaigns  to  find  war  work  do  produce  results.  One  eastern  firm 
turned  ito  salesmen  loose  recently;  one  man  turned  up  an  order  from  a 
foreign  government  tot  a  product  which  the  plant  was  weU  equipped  to 
make.  Another  manufacturer  backed  up  the  efforts  <rf"  hs  satemaen  with  a 
series  of  letters  soUciting  orders  for  specific  war  products  which  he  was  in 
a  position  to  turn  out,  and  received  a  number  of  contracts.  OccasionaUy, 
the  back  door  approach  is  better  than  the  froht  door.  On©  firm  received 
Ofders  as  a  result  of  a  friendly  conversation  between  the  foreman  of  a  prime 
contractor  and  &e  foreman  of  a  plant  seeking  war  woik.  Certain  parts 
were  needed  which  the  prime  contractors'  foreman  knew  of  but  which  the 
otiicr  plants'  salesmen  had  not  been  able  to  discover  in  their  contacts  with 
the  front  office. 

During  the  phase  of  your  conversion  effort  when  you  are  looking  tor 
products  to  place  on  your  PossibiUties  List,  your  own  salesmen  can  be  of 
real  assistance  to  you.  They  not  only  know  how  to  aaeet  the  right  people, 
how  to  interview  them  in  a  way  that  will  develop  the  greatest  amount  of 
nseful  infOTmaticm,  but  they  tend  to  have  personal  contacts  from  which 
still  broader  leads  can  be  developed  and  followed  up. 

One  difficulty  a  company  faces  which  operates  on  a  r^^zona/  basis  is  that 
both  the  procurement  offices  of  the  Armed  Forces  and  the  purchasing 
offices  of  war  contractOTS  are  placed  across  the  Nation.  For  a  company  to 
call  on  all  offices  would  mean  endless  traveling  using  needed  transportatioil 
faxS&iaeb^  tremendous  expense  of  time,  not  only  for  the  company,  but  on 
the  part  of  {wbcurement  or  pmchasing  offices.  The  sensible  move  is  to 
thoroughly  follow  through  with  those  offices  you  can  most  readity  reach. 

One  solution  to  this  problem  is  the  formation  of  groups,  either  on  a 
regional  or  national  basis.  The  prime  purpose  of  poob  of  a  number  of 
companies  is  the  accumulation  of  larger  or  dwcndfied  productiotl  fecihties 
which  make  it  posable  for  the  acquisition  of  larger  orders  than  an  individual 
eoki^ny^coukl  examine.  Thfough  the -groupmg  rearrangement  of  machm- 
ery,  managerial  abiUty  and  greater  efficiency  may  be  obtained. 

^mmp^t'ative  Selling 

Because  of  the  nature  of  the  furniture  and  beddmg  industries,  howevw, 
groups  can  serve  another  important  function.  First,  they  can  make  pos- 
sible the  establishment  of  a  stjrff  of  saks  engineers  which  is  sufficiendy 
large  to  adequately  cover  all  necessary  sales  calls.  Second,  they  can  sav^ 
a  gl«at  deal  of  time  both  for  manufacturers  and  for  purchasing  or  procure- 
ment officcra  by  dinfinating  a  large  part  of  die  duplicate  effort  which  would 


natuiaUy  go  on  if  a  number  of  the  same  companies  worked  only  as  indi- 
viduals. 

What  A  Group  Can  Do 

The  individualcompanics  of  the  group,  by  reporting  then-  activities  to  the 
executive,  can: 

1 .  Add  a  greater  number  of  products  to  the  Possibilities  List. 

2.  Eliminate  duplication  in  checking  on  the  procurement  and  need 

situation  for  products  on  the  PossibiUties  List  so  that  other  mem- 
bers of  the  group  will  not  waste  their  time  (and  that  of  the  purchas- 
ing officers)  by  having  a  stream  of  people  asking  the  same  questions 
when  one  man  could  have  found  the  answer  and  transmitted  it 

to  the  others.  .  . 

3.  Through  the  accumulation  of  information  and  experience  in  the 

group,  the  procurement  and  purchasing  officers  will  be  approached 
in  a  manner  which  should  result  in  closer  contacts,  greater  coopera- 
tion, and  fuller  realization  on  the  part  of  the  purchasing  men  of 
tiie  true  focilities  and  alnlities  of  the  member  companies  in  the  pool. 
Don't  overlook  the  possibility  of  uniting  your  efforts  with  those  of  other 
manufacturers  either  in  your  industry  or  in  your  area,  or  both.   It  wiU  make 
your  work  more  effective  in  finding  your  place  in  the  war  effort  and  is 
already  proving  resultful  for  numbers  <tf  firms  in  the  Fumitiire  Bedding 
Industry. 

Legal  pools  can  be  formed  to  make  possible  such  group  activity.  If  the 
group  work  is  successful  in  finding  large  war  jobs,  one  member  Can  take  the 
prime  contract  and  subcontract  to  some,  or  all,  of  the  other  group  mem- 
bers. The  War  Production  Section  of  the  Furniture  Branch  can  assist  the 
formation  of  your  group  and  direct  you  to  die  Pooling  Section,  in  the  \Var 
Production  B'oard  offices  for  legal  advice  and  clearance. 

Thmk  of  pools  in  terms  of  selling  and  of  locaUng  the  product  as  weU  as  hi 
terms  of  producing  it  when  found. 

The  Sorting  Out  Process 

As  your  Product  Possibilities  List  of  items  is  built  up,  the  work  for  war 
production  has  only  started.  This  should  be  a  revolving  List  with  new 
product  possibilities  added  as  others  are  checked  off  because  (a)  the  product 
is  not  needed  at  the  time,  or  (b)  you  are  not  able  to  produce  the  product 
either  with  present  machinery  or  because  of  inahiUty  to  get  ti>c  needed 
additional  equipment. 

A  tremendous  amount  of  time  can  be  saved  by  continually  checking  on 
the  procurement  sittration  of  the  products  on  your  Possibilities  List.  The 
first  step  should  be  to  check  with  the  procurement  officer  or  prime  con- 
tractor to  determine: 

Ffrst,  are  additional  manufacturers  needed  to  produce  the  product? 

Second,  in  what  quantity  is  the  product  purchased?  Quantity  in  which 
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the  piWuct^is-iwiaUy  iHiwhased^^w^  be  a  determining  factor  as  to  the 
expenditure  of  time  and  money  that  can  be  allocated  for  conversion  to 

its  production.  n    u  k 

Third,  is  the  product  being  purchased  currendy,  if  not,  will  there  be 
purchases  in  the  future  aid  can  some  idea  be  obtamed  as  to  when  the 
future  procurement  wiU  take  place.  Product  possibaities  for  conversion 
that  will  be  purchased  in  the  future  should  be  put  on  a  special  list  and 
checked  periodically  so  that  you  wiU  be  on  deck  when  the  purchasing  of 

them  is  resumed.  ,        ,     .  u 

'  DonH  waste  your  time,NpflFort,  and  money  until  you  have  clearly  estab- 
lished the  procurement  picture  few  a  product.  The  War  Producdon  Sec- 
tion  of  the  Furniture  Industry  Branch  can  give  you  this  in  many  cases; 
also  use  local  or  regional  information  sources.  After  combing  your  Possi- 
bUities  List,  you  may  have  two  or  Arce  items  left  which  arc  needed.  The 
next  step  is  to  get  set  for  conversion  to  these  products.  Ingenuity  is  just 
as  importantafactor  here  as  is  exhausting  every  possible  source  for  informa- 
tion in  building  up  your  list  of  product  possibilities. 

tJamiU  t0  Cmmtfmrtimm 

Thcfe  will  be  small  chance  in  most  cases  of  finding  needed  war  products 
wirich  utiKze  «tf  of  a  plant's  present  equipment.  An  upholstery  plant 
making  chairs  for  the  Navy  is  not  in  a  position  to  take  large  contracts  for 
barracks  bags  because  the  latter  contract  would  tie  up  only  its  sewing  dc- 
partnMmt  and  would  interfere  witii  its  ftirniture  production  which  is  just 
as  much  needed  as  the  barracks  bags.  One  solution  for  such  a  problem 
would  be  to  pool  resources  with  one  or  more  manufacturer  who  have 
similar  equipment  to  bring  die  tiicn  unused  equipment  into  lise.  A  second 
^lution  would  be  to  produce  the  barracks  bags  on  a  second  or  tiiird  shift 
when  the  machines  would  not  otherwise  be  in  use. 

For  the  production  of  products  not  possible  on  present  equipment  oi: 
when  some  additional  machines  arc  needed,  i»wstiga»  the  possibiUty  of 
lebuUding  your  present  equipment  or  of  having  new  equipment  buUt  for 
you  in  hdl  shopsiiirhcie  tbc  production  of  tiiis  equipment  would  not  place 
further  burden  on  the  industrirf  macMnery  JodiMtry.  There  are  restric- 
tions on  die  acquisition  of  many  types  of  additional  equipment  and  Order 
L-83  governs  ihc  purchase  of  many  types  <rf  new  or  used  machmcs.  No 

sewing  machines,  for  instance,  can  be  transferred  witiioiit  a  preference 
rating  if  the  individual  machine  is  worth  more  than  $200. 

If  a  few  addition^  ttacWnes  need  to  be  added  to  your  present  equipment 
to  take  part  in  the  war  effort,  you  may  ffle  Form  PD-1 A  for  these  additional 
machines,  outiming  die  complete  picture  of  the  need  for  the  equipment. 
Where  duplicate  facilities  do  not  exist  and  new  facilities  are  needed,  the 
procurement  office  or  the  prime  contractor  in  a  Miraied  namber  of  cases 
can  help  yoa  anvnge  for  die  acquisition  of  considerable  additional  equip- 
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ment.  Don't  count  on  that,  however,  unless  you  have  been  able  to  loeatc 
a  Product  Possibility  that  is  of  real  importance. 

Once  you  have  found  The  Product,  die  situation  is  changed  since  you 
are  now  in  a  position  to  sell  your  services  to  provide  die  specific  product 
for  a  prime  contractor  or  for  a  procurement  officer.  But  it  may  be  that 
numbcrt  <rf  other  manufacturers  had  similar  faciUties  to  produce  die  same 
product  so  it  is  still  a  matter  of  competition  and  of  sateamansfa^). 

SmtU»g  the  Wr0amet 

When-'you  have  found  a  product  for  which  there  is  a  need  and  which 
you  can  arttmge  to  produce,  you  have  virtuaUy  come  to  die  same  point 
as  when  you  produced  a  new  line  of  your  regular  type  of  mrrchanriise.  ta 
crthcr  words,  you  have  come  down  to  the  point  where  you  have  one  product 
to  offer  that  a  given  jwocaiwacnt  <rf&ccr  or  prime  contractor  needs.  Again 
seUing  comes  into  the  picture,  in  diat  your  services  in  providing  this  product, 
your  abiUty  to  produce  it,  the  price,  and  other  services  involved  must  be 

^Remember:  Earlier  in  this  booklet  we  spote  of  die  maau&cturer  who 
walked  into  a  buyer  and  said,  "I  have  a  fine  plant.  What  do  you  want 
me  to  make  for  you?"  Yon  arc  now  in  a  position  to  go  to  the  buyer  widi 
your  new  line  which  may  consist  of  anydung  from  aaauit  boatt  to  nnU 
sacks.  Continually  keep  in  mind  die  similarity  between  the  selling  of 
civilian  prtiducts  and  die  scUing  Crf  war  products.  The  men  buying  diem 
are  competent  purchasing  officers,  just  as  were  die  buywt  and  the  mer- 
diandise  men  to  whom  you  sold  in  the  past.  Treat  them  with  the  same 
consideration  of  thdr  time  and  abilities  and  widi  the  same  intelligent  ap- 
proach. Poorly  planned  presentations  of  your  services  will  be  jlMt  a«' nn- 
fortunate  for  you  in  selling  war  goods  and  war  products  as  in  selling  peace- 
time products.  1 

Your  most  useful  sales  tool  wffl  be  a  complete  summary  of  your  plMt 
faciUties,  including  plant  machinery,  finances,  what  regular  products  you 
have  been  makrag,  and  what  yon  arc  making  in  die  way  of  war  goods. 
The  more  complete  this  is,  the  better  picture  you  will  present  of  yonr 
InunnoK. 

You  will  find  diat  on  many  products  ample  fadlities  already  exist  diat 
have  experience  in  making  these  products,  and  thcte  is  no  sense  in  your 
converting  to  their  manufacture  as  that  wiU  simply  mean  that  other  plants 
will  have  to  convert  to  still  other  products. 

Since  few  invitations  to  bid  are  now  issued,  get  your  name  placed  on  Ae 
lists  for  products  where  additional  facilities  are  needed  so  negotiations  will 
be  carried  on  with  you.  Don't  spend  aU  of  your  eflforts  in  trying  to  be  a 
Prime  Contractor,  however.  Survey  and  foUow-up  subcontracting  oppor- 
ttmttiet  to  the  irfwwrt— it  is  harder  work  but  should  bring  greater  returns  in 
war  work. 
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You  have  a  sales  problcBi  before  you  can  possibly  have  a  production 
problem. 

What  Are  Your  Chmme^B  •#  A  Wmr  Pr9dueer? 

The  chances  for  war  productkm.  for  all  seg»aeim  of  the  furnituye  and 
bedding  industries  are  slim.  Only  a  minimum  amount  of  equipment  in 
the  industries  is,  at  the  present  time,  direcdy  suitable  for  war  products. 
There  are,  for  instance,  many  war  items  that  could  be  made  on  the  presses 
of  the  metal  furniture  and  bedspring  industries.  The  tremendous  press 
faciUties  of  the  country,  however,  are  far  in  excess  of  the  amount  of  war 
work  avaUablc  ftjr  these  machines*  Thcn^orc,  many  of  thes^  presses  may 
never  operate  on  war  work  at  least  in  their  present  locations.  TlMftsituation 
ift  also  true  of  many  of  the  other  machines  of  these  industries.  The  im- 
portant point  k:  whether  your  machto  «e  busy  depends  on  the  thorough- 
ness and  ingenuity  wi&  which  you  have  organized  your  war  imwmxm 
wock. 

A  flying  round  of  calk  at  the  War  Pitoduction  Boaed.  field  pffices  or.  on 
contractors  wUl  be  no  more  helpful  in  finding  you  a  place  m  Ae  war 
efibrt  Aan  the  similarly  unorganized  and  spasmodic  campaign  to  sell 
peacethne  products  to  your  iwstail  .«rtk^  M^jW  are.  pot  spending  as 
much  or  more  time— putting  as  much  or  more  manpower  (aad  with  as 
mudi  «r  tmm  acumen)  towards  finding  your  place  in  war  industry  as  you 
spent  in  finding  your  place  m  a*ilk»  i»d*istry  thia»  yoil  hav*  not  really 
started  your  conversion  effort. 

■Not  ooly  is  a  constant  search  for  products  for  your  Possibilities  List 
necessary,  but  a  continuing  effort  ram  he  ttiade  because  new  procurement 
programs  start,  new  prime  contracts  are  let— opportunities  are  omstantly 
remmag'  Where  no  new  facilities  are  needed  for  certain  products  today, 
changed  conditioBs  may  make?it  iinperfitive  that  new  faciliues  be  obtained 
tomorrow.  Don't  give  up.  Don't  fail  to  call  again  because  the  fint  few 
eaUs  were  not  helpful  or  encouraging.  The  men  you  are  calling  on  are 
busy,  you  wiH  have  to  seU  thooa  on  feeing  inta«ited  in  your  spec^x:ase  by 
selling  them  on  your  ability  to  be  of  assistance  to  them,  in.  their:  ^rt 
Mdnthkwar. 

Keep  at  it,  that  is  the  only  way  to  find  where  your  place  is  m  the  war 
effort. 

There  i»  a  second  broad  type  of  conversion  which  firms  of  real  higenuity 
can  accomplish.  Tlas  is  a  ctemg*  ovGf  t©  the  production  of  needed  items 
which  were  formerly  made  out  of  metals  and  must  now  fee  made  G«tiQ? 
^ifOod  or  other  sliU  available  materials.  Substitutes  must  be  developed 
for  everything  from  laundry  tubs^to  wagon  wheels  or  paib. 
One  manufacturer  of  furniture  is  now  making  ice  boxes.  -  .  '  ' 

A  large  amount  of  industrial  equipment— especially  cases,  shelving, 
guards,  etc.,  are  needed  by  i(WB¥sr;.»anu&ctur<ws,iof  these  part*  who  do 
not  in  many  cases  have  the  equipment  with  which  to  make  th<a»  erf  tkc 
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substitute  material.  An  engineering  survey  by  a  group  of  plants  m  discufr 
sion  of  itenjs,  as  they  were  made  40  years  ago,  or  a  thorough  study  of  aU 
of  the  items  around  you  which  are  now  made  of  metal,  should  produce 
ideas  which  would  make  it  possible  for  you  to  accomplish  this  broader  type 
of  conversion.  . 

the  FurmUure  amd  Bedding  Conver^M  Semttmm 

The  Conversion  Section  of  the  Furniture  Industry  Branch  is  staffed  with 
men  picked  from  the  industries  of  the  Branch.  These  men  know  your 
problems  and  know  your  plants  and  their  equipment.  They  know  how 
difficult  the  widespread  conversion  of  the  industries  is,  and  how  important 
it  is  to  have  the  industries  full  power  of  men-and-management  working 
in  the  war  effort.  Specifically, 

(1)  The  Furniture  and  Bedding  Conversion  Section  can  give  you 

suggestions  as  to  the  best  method  of  approaching  your  own 
conversion  problem  so  that  your  work  is  better  coordhiated  and 
fully  realbtic. 

(2)  The  Cbnvemon  Section  can  gwe  you  suggestions  on  products 

which  are,  or  can  be,  made  in  these  industries  and  can  tell  you 
what  the  current  "procurement-picture"  is  on  these  products. 
These  products,  however,  are  given  to  die  industry  at  large  and 
no  one  item  or  combination  of  them  can  keep  these  industries  any- 
where near  100  percent  busy.  That  is  why  the  creation  of  your 
own  list  of  product  possibiUties  is  of  utmost  importance  to  you. 

(3)  Familiarity  with  the  procurement  situation  also  makes  it  possible 

for  the  Conversion  Section  to  assist  you  in  eliminating  waste 
effort  and  dupUcation  of  effort.  There  is  no  sense  of  50  plants 
spending  time  to  investigate  a  product  where  the  present  fiacilities 
are  actually  fully  able  to  produce  everything  needed  at  the  time. 
SimUarly,  it  is  wasteful  for  50  plants  to  work  to  get  an  order  for 
a  product  on  which  there  is  to  be  a  limited  procurement  when 
any  2  or  3  of  the  plants  have  ample  facilities  for  its  production. 

(4)  Where  die  armed  forces  or  prime  contractors  need  additional 
facilities,  the  Furniture  and  Bedding  Conversion  Sections  cooper- 
ate witii  die  Facilities  Section  of  the  War  Production  Board  in, 
finding  the  bedding  and  furniture  plants  able  to  furnish  tiie 
needed  facilities  and  how  plants  are  available. 

Pr»euremeut  Omees  of  the  Armed  Woreem 

It  should  be  noted  that  this  is  a  partial  and  incomplete  list  merely  giving 
faidication  of  some  of  die  types  of  products  purchased  by  various  ofiices. 
Complete  investigation  of  each  spedfic  product  which  you  beUeve  you 
could  make  wUl  be  necessary  to  dettrmiiic  the  exact  procurement  office 
that  buys  it. 


Philadelphia  Quartermaster  Depot,  Philadelpffiia,  Pa. 

Blankets,  mosquito  bars^  sheets,  pillow  cases,  mattresses,  sleeping  bags; 
flags,  colors,  and  standards,  etc. 
Boston  Quartermaster  Depot,  Army.  Base,  Boston,  Mass* 

Ski  equipment;  snowshoes;  foot  measuring  outfits,  etc. 
Jersey  City  Quartermaster  Depot,  26  Exchange  Place,  Jersey  City,  N.  J.. 
Paper  supplies;  constritf^tion  ip|i,t€f4ai$  9nd  equipment;  laundry  sup- 
plies and  equipment,  etc. 
Jeffersonville  Quartermaster  Depot,  Tenth  Street  and  Mei|js  Avenue, 
Jeffersonville,  Ind.  ' 
Leather  harness  and  pack  equipment;  haversacks;  bedding  rolls; 
canvas  and  tentage;  individual  equipment;  behs  (web,  leather); 
sewing-machine  work;  supply  and  pack  artillery  chests;  wood  tool 
boxes;  foot  tubs;  commissary  rolls;  tool  kits;  miscellaneous  hand 
tools;  tool  sets,  etc. 
Chicago  Quartermaster  Depot,  1819  West  Pershing  Road,  Chicago,  111. 
Field  desks;  field  safes;  folding  camp  tables;  barrack  bedsteads;  bar- 
rack chairs;  trunk  lockers;  canvas  cot  covers;  ski  equipment,  snow- 
shoes;  canvas  cots,  etc. 
Washington  Quartermaster  Depot,  Twenty-fourth  and  M  Streets  NW,> 
Washington,  D.  C. 
Generators;  office  and  officers'  and  noncommissioned  officers'  furni- 
ture, filing  equipment;  lockers;  electric  lighting  fixtures;  construe- 
tion  equipment  and  materials,  etc. 
Quartermaster  Suppiy  Officer,  San  Francisco  General  Depot,  Fort  Mason, 
San  Francisco,  Calif. 
Ski  equipment;  Alaskan  clothing,  etc. 
Holabird  Quartermaster  Depot,  Baltimore,  Md. 

Truck  curtains;  machine  and  hand  tools;  motor  vehicles^  trailers; 
fire-fighting  equipment. 
Quartermaster  Motor  Supply  Depot,  Fort  Wayne,  Detroit,  Mich. 
Motor  vehicle  parts  and  equipment,  wood  cargo  bodies,  etc. 
Similar  products  are  also  purchased  at  the  following: 
Atlanta  Quartermaster  Depot,  Glenn  and  Murphy  Avenues,  Atlanta, 
Ga. 

'      Kansas  City  Quartermaster  Depot,  5401   Independence  Avenue, 

Kansas  City,  Mo. 
Seattle  Quartermastw  Depot,  1519  Alaskan  Way  South,  Seattle,  Wash. 
Quartermaster  Supply  Officer,  San  Antonio  General  I)epot^  Fort  Sam 

Houston,  Tex. 

New  Orleans  Quartermaster  Depot,  Poland  &  Dauphin  Streets,  New 

Orleans,  La. 

ORDNANCE  DEPARTMENT.  The  following  siqiplies  are  purchased  at 

all  arsenals: 
General  construction  supplies. 
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Small  parachutes. 

Packing  and  shipping  materials— Strapping,  lumber,  boK  shooks,  etc. 
Automotive  equipment  and  maintenance  supplifiSy  etc« 

General  maintenance  supplies. 
Frankford  Aracnai,  PhitadfijitlAa,  and  Picatinny  Ajsteofti,  Dover,  N.J. 
Explosives  and  separate  explosive  ingredients. 
Explosiv^e  processing  equipment. 

Iron  and  stecU  Wir^  bm,r^  vJ^s^  i^^    lorging^  and  shapes. 
Cartridge  brass. 
Gau|;es,  dies,  ,e^« 

Electroplating  eqiupment  and  supplies. 
Heat-treating  furnaces  and  accessories. 
Manufactured  metal  components. 
Woodwc^Hking  machinery  and  supplies. 
The  Rock  Island  Arsenal,  Rock  Island,  111.;  Watcrtown  Arsenal^  Water- 
town,  Mass.;  Watervliet  Arsenal,  Watervliet,  N.  Y.,  and  the  Springfield 
Arsenal,  Springfield,  Mass.,  pufdiase:  ' 
Electroplating  equipment  and  supplies. 
Heat-treating  furnaces  and  accessories. 
•    Manufactured  metal  oomponexitB. 

Woodworking  machinery  and  supplies. 
Spray-painting  equipment  and' supplies. 

Iron  and  steel:  Wire,  bars,  rod*,  plates,  shapes;  forgings,  and  castings. 
The  following  arsenals  limit  their  purchases  to  those  iten»s  listed  above  as 
purchased  by  all  arsenals: 

<  Aberdeen  Fcoviag  Gvoond,  M<t 

Augusta  Ordnance  Depot,  Augusta,  G«. 
Benicia  Ordnance  Depot,  Benicia,  Calif. 
CShartestcm  Ordnanoe  Dcpotj  Nortk  Gharlcstoo,  S.  ^ 

Curtis  Bay  Ordnance  Depot,  GurtiB  Bay,  Md. 
Delaware  Ordnance  Depot,  Pedricktown,  N.  J. 
Erie  Ordnance  Depot,  Lacamc,  Ohio. 
Hawaiian  Ordnance  Depot,  Fort  Shafter,  T.  H. 
Nansemond  Ordnance  Depot,  Portsmouth,  Va. 
>  Ogden  Ocdnaiite  Bqiwt)  Ogdcm,  Ut^^ 
Raritan  Ordnance  Depot,  Metttchen,  N.  J. 
San  Antonio  Ordnance  Depot,  San  Antonio,  Tex. 
Sanraaaa  Oidn«Boe  I>spot,  SawiaiiBa,  Ul. 
Wingate  Ordnance  Depot,  Fort  Wingate,  N.  M«t. 

AIR  CORPS.    Air  Corps  buying  is  mainly  at  Wright  field,  Dayton, 
Ohio,  which  includes: 
Airplanes,  airplane  parts,  equipment,  accessories;  parachutes;  flying 
equifHnent  and  supplies. 
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Oh«>Tnu'al  Warfare  Servk^  buys:  Activated  charcoal;  gas  masks  and cooipo- 

nents  of  fabric,  glass,  metal,  molded  rubber,  and  plastics. 

Buying  offices  are  located  at: 

Edgewood  Arsenal,  Edgewood,  Md. 

Boston  C.  W.  Procurement  District,  2000  United  States  Post  Ofl&ce 

Building,  Boston,  Mass. 
New  York  C.  W.  Procurement  District,  292  Madison  Avenue. 
Pittsburgh  C.  W.  Procurement  District,  American  Bank  Building, 

6th  Avenue  and  Grant  Street,  Pittsburgh,  Pa.  - 
Chicago  C.  W.  Procurement  District,  1506  North  Wacker  Drive, 

Chicago,  111. 

San  Francisco  C.  W.  Procurement  District,  Room  201,  1355  Market 

Street,  San  Francisco,  Calif.  '  i 

SIGNAL  CORPS.  Listed  below  are  the  b^ying  offices  and  the  items 
.purchased: 

niiladdphia  Signal  Corps  Procurement  District,  Wissahidkon  Avepue 

and  Abbotsford  Road,  Philadelphia,  Pa. 
Wire  and  cable;  radio;  telephone  and  telegraph  equipment. 
Chicago  Signal  Cwps  IVocurcment  District,  1819  West  Pershing  Rjoad, 
Chicago,  111. 

Wire  and  cable;  radio  coouminications  equipmcjnt;  tejiephpn^^and 
telegraph  equipment  coding  and  cipher  devices. 
San  Francisco  Signal  Corps  Procurement  District,  Presidio  of  San 
Francisco,  Calif. 

Radio  communicaticm  equipment;  small  quantity  of  miscellanea- 

ous  equipment  covering  telephone  and  telegraph;  cable  and  wire; 
certain  pigeon  equipment  and  accessories. 
Signal  Corps  I^bcn^tmies,  Fort  Momnmith,  Red  Bank,  N.  J. 

Parachute,  and  other  communication  equipment;  special  conmiuni- 
cation  equipment  for  motorized  and  armored  forces. 
Signal  Corps  Photo^phic  Laboratorjr,  Afmy  War  CoUege,  Washing- 
ton, D.  C. 
Photc^aphic  equipment. 
S^^  Corps  also  buys  some  wmku?  equipment  tiuough: 

The  Chief  Signal  Officer,  Munitions  Building,  Washington,  D.  C. 
First  Corps  Area,  Army  Base,  Boston,  Mass. 
Second  Ccnrps  Area,  Goventtors  Islaiui,  N.  Y* 

Third  Corps  Area,  United  States  Post  Office  Building  and  Court- 
house, Baltimore,  Md. 

Fourth  Corps  Area,  Post  Office  Building,  Atlanta,  Ga. 

Fifth  Cbrps  Area,  Fort  Hayes,  Columbus,  Ohio. 

Sixth  Corps  Area,  United  States  Post  Office  Building,  Chicago,  111. 

Seventh  Corps  Area,  Federal  Building,  Fiftoenth  and  Dodge 
Streets,  Omaha,  Nebr. 
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Eighth  Corps  Area,  Fort  Sam  Houston,  San  Antqnio,  Tcx. 
Ninth  Corps  Area,  Presidio  of  San  Francisco,  Calif. 
Alaskan  Commumcatioii  System,  Seattle,  W^. 
ENGINEER  CORPS.   Engineer  Corps  buying  is  more  centralized  than 
most  Army  procurement.  The  office  of  the  Chief  of  Engineers,  War 
Department,  Washington,  buys: 
^nimi flag*^  w|uipment ;  pontoons;  assault  boats;  cotton  and  canvas 
bags;  dredges  and  buildings. 
Some  purchasing  is  carried  out  by: 
First  Corps  Area,  Army  Base,  Boston,  Mass. 
Second  Corps  Area,  Gbvcraors  Iidand,  N.  Y. 

Third  Corps  Area,  United  States  Post  Office  and  Courthouse,  Balti- 
more, Md. 

Fourth  Corps  Area,  Old  Post  Office  Building,  Atlanta,  Ga. 

Fifth  Corps  Area,  Fort  Hayes,  Columbus,  Ohio. 

Sixth  Corps  Area,  1300  New  Post  Office  Building,  Chicago,  111. 

Seventh  Corps  Area,  Federia  Bti^ding,  Fifteenth  and  Dodge  Streets, 

Omaha,  Nebr. 

Eighth  Corps  Area,  Fort  Sam  Houston,  Tex. 

Ninth  Corps  Area,  Presidio  of  San  Francisco,  CaHf. 

Columbus  General  Depot,  Columbus,  Ohio. 

San  Antonio  General  Depot,  Fort  Sam  Houston,  Tex. 

New  York  General  Depot,  Fifty-^ightii  Street  and  First  Avenue,  Brook- 
lyn, N.  Y. 

San  Francisco  General  Depot,  Fort  Mason,  San  Francisco,  Calit 
Schenectady  General  Depot,  Schenectady,  Y. 
The  Engineer  Board,  Fort  Belvair,  Va* 
MEDICAL  CORPS.  Medical  Corps  purchasing: 

New  York  Medical  Depot,  Kenyon  Building,  Fifky-«venA  Street  and 
First  Avenue,  Brooklyn,  N.  Y. 
Field  equipment;  surgical  appliance?  and  dressings;  mess  equip- 
ment; and  hospital  equipment. 
St.  Louis  Medical  Depot,  Second  and  Arsenal  Streets,  St.  Louis,  Mo. 
Surgical  appliances  and  dressings;  surgical  and  hospital  equipment; 
mess  equipment;  field  equipment;  veterinary  equipment  and 
supplies. 

Some  supplies  and  equipment  are- bought  by  the  Medical  Sections  of 
the  San  Franc^  General  Depot,  Fort  Mason,  San  Francisco,  Calif., 
and  the  San  Antonio  General  Depot,  San  Antonio,  Tex. 
Navy  buying  is  highly  centralized.   Field  offices  purchase  materials  for 
specific  projccte     ennergettcies  suad  perishable  goods: 

Bureau  of  Supplies  and  Accounts  is  the  central  ,  purchasing  agency  for  all 
•    materials  needed  by  the  Navy  except  public  works,  ships,  and  heavy 
(»dnance. 


Bureau  of  Yards  and  Docks  contracts  for  public  works, 

BmeM  oj  Ofinanu:  Anwwunitiwi  ^nd  arms. 

Judge  AdeocaU  (kimel  md  Bmem  9^  $hi^  €kiiili««lii9ribi|!t  /4C^^ 

tion. 

Bmem  ^  Mtdkirn  m4  Svrgery:  Hospital  equipto^t^  \  . 
Simre  EOahUshmera  Diviaon:  Machine  tools. 

Some  small  items  arc  al?o  hou^t  tj^  fpllQWij!;^  ,^ayy  p\^rcl^sing 
offices: 

Supply  Officer,  Navy  Yard,  Portsmouth,  N.  H, 
Supply  Officer,  Navy  Yani»  Boston,  Maai.  , 
Supply  Officer,  Navy  Yard,  Philadelphia,  Pa, 
Supply  Officer,  Navy  Yard,  Washington,  D.  G. 
Supply  Officer,  Norfolk  Navy  Yard,  Portsmouth,  Va. 
Supply  Officer,  Navy  Yard,  Charleat<m,  S.  G. 

Supply  Officer,  Puget  Sound  Navy  Yard,  Bremerton,  Wash.  ^  , 

Suppiy  Officer,  Naval  Air  Sttatiosk,  ^ofkilk^  Va. 
Supply  Officer,  Naval  Air  Station,  Pensacola,  Fla. 
Supply  Officer,  Naval  Air  Station,  North  Island,  San  Diego,  Calif. 
Supply  Officer,  Naval  Air  S^Uiioa,  Laki^tisst«  N.  J, 
Supply  Officer,  Naval  Air  Station,  Anacostia,  D.  G. 
Supply  Officer,  Naval  Powder  Factory,  Indian  Head,  Md. 
Supply  Officor,  Naval  Proving  (kound,  Dahlgrea*  Va. 
Supply  Officer,  Naval  Academy,  Annapolis,  Md.  •  .  '  / 

Supply  Officer,  Naval  Mine  Depot,  Yorktown,  Va. 
Supply  Officer,  Naval  Station,  Key  West,  Fla. 
Supply  Officer,  Nava!  Training  Station,  Great  Lakes,  III. 
Supply  Officer,  Naval  Aircraft  Factory,  Navy  Yard,  Philadelphia,  Pa. 
Supply  CMicer,  Submaiiae  Base,  New  London,  Conn.  - 
Supply  Officer,  Naval  Research  Laboratory,  Anacostia  Station,  >^ash- 
ington,  D.  C. 

Officer-in-Ghargc,  Navy  Purchasing  Office,  Newport,  R.  I. 
Officer-in-Chargc,  Navy 'Purchasing  Office,  90  Church  Street,  New 

York,  N.  Y. 

Officer-in-Charge,  Navy  Purchasing  Office,  Civic  Center,  San  Fran- 
cisco, Calif. 

Officer-m-Charge,  Navy  Supply  Depot,  Naval  Operating  Base,  Nor- 
folk, Va. 

Officer-in-Charge,  Naval  Supply  Depot,  Naval  Operating  Base,  San 
Diego,  Calif. 

MAJUTIMfi  QQMMISSION  buying  is  handled  by; 

1.  The  Procurement  Section  of  ^  Construction  DivisioB,  Waahington^ 

D.  C,  this  office  purchases  all  material  and  equipment  that  is 
buik  iato  aM  is  a  part  of,  the  sl^ps,  ^»,  w«U  ^ik  ^mpm^  apart  of  the 
ships. 


2.  The  Division  of  Purchases  and  Supplies,  Washington,  D.  C,  has 
district  offices  which  purchase  movable  equipmei^ty  such  as 
mattresses  and  furniture.  Some  district  offices  are: 

A.  B.  Whitworth,  District  Purchasing  Officer,  45  Broadway,  New  York 

aty. 

L.  A.  Holman,  District  Purchasing  Officer,  United  States  Maritime 

Terminal,  Norfolk,  Va. 
Henry  Samara,  Adn^nistrativc  Assistant,  Federal  Office  ^uildin^,  New 
Orleans,  La. 

E.  C.  Mausshaidt,  District  Manager,  200  Bush  Street,  San  Francisco, 
Calif* 

Wmr  Pr^dmetimm  Bmmrd  QMemm 


Bangor,  Maine.; 
Boston,  Mass. 
Bridgeport,  Conn^ 
Fall  River,  Mast. 
Hartford,  Conn. 
Lowell,  Mass. 
Manchester,  N.  H. 

New  York,  N.  Y. 
Albany,  N.  Y. 
Brooklyn,  N.  Y. 
BuflFalo,  N-  Y. 


Philadelphia,  Pa. 
Altentown,  Pa. 
Chester,  Pa. 
Harrisburg,  Pa. 

Lancaster,  Pa. 
Norristown,  Pa. 
Reading,  Pa. 
Scranton,  Pa. 
Wilkes-Banc,  Pa. 


Adanta,  Ga. 
Birmingham,  Ala. 
Jadoon,  MKss. 
Charlotte,  N.  C. 
Memphis,  Tenn. 
Miami,  Fla. 


i^^f^M  f^Boxtofi,  Mass. 

Montpelier,  Vt. 
New  Haven,  Conn- 
Portland,  Maine. 
^Providence,  R.  L 
Springfield,  Mass. 
Worcester,  Mass. 

,1 

Ii£gion  2 — New  Tork,  M.  Y. 

Newark,  N.  J. 

Rochester,  N.  Y. 
Syracuse,  N.  Y. 
Utica,N.Y. 

Williamsport,  Pa. 
YoA,  Pa. 
Camden,  N.  J. 
Tiwiton,N.J. 
Wilmii^[ton,  DeL 
Richmond,  Va. 
Roanoke,  Va. 
Norfolk,  Va. 

Baltimore,  Md. 

*  ■. 

i^Va  4^AUanta^  Ga. 

Nashville,  Tenn. 
Chattanooga,  Tenn. 
Tampa,  Fla. 
Raleigh,  N.  C. 
Knoxville,  Tenn. 
Gcdumbia,  S.  C 
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Riff(»n  S — Ckuelandy  Ohio 


Gteveland,  Ohio. 
Canton,  Ohio. 
Charleston,  W.  Va. 
Columbus,  Ohio. 
Louisville,  Kyf 
Clarksburg,  W.  Va. 
Jcdmstown,  Pa. 


Oucago,  111. 

Peoria,  111. 
Decatur,  111. 
Rockfoiti,  lU. 
Springfield,  111. 
Indianapolis,  Ind. 
Gary,  Ind. 
South  Bend,  Ind. 

Kansas  City,  Mo. 
St.  Lcmis,  Mo. 
Omaha,  Nebr. 


Dallas,  Tex. 
Houston,  ToK. 

Oklahoma  City,  OHa. 
El  Paso,  Tex. 


Youngstown,  Ohio. 
Eric,  Pa. 

Cincinnati,  Ohio. 
Huntington,  W.  Va. 
Dayton,  Ohio. 
Pittsburgh,  Pa. 
Wheeling,  W.  Va. 

Fort  Wayne,  Ind. 
Evansville,  Ind. 

Milwaukee,  Wis. 
Madison,  Wis. 
Applcton,  Wis. 
Davenport,  Iowa. 
^  Des  Moines,  Iowa. 


Region  7 — Kansas  City^  Mo. 

Wichita,  Kans. 
Little  Rock,  Ark. 
Fort  Smith,  Aik. 

Region  8 — DallaSy  Tex. 

New  Orleans,  La. 
San  Antonio,  Tex. 
Shrcveport,  La. 
Tulsa,  Okla. 


Denver,  Colo. 
Pueblo,  Colo. 
Albuquerque,  N.  Mex. 
Salt  Lake  Qty,  Utah. 


Caqper,  Wya 

Cheyenne,  Wyo. 
Sante  Fe,  N.  Mex. 


San  Francisco,  Calif. 
Los  Angeles,  Calif, 
niottiix,  Ariz. 
Tucson,  Ariz. 
Reno,  Nev. 
Portland,  Oreg. 
Fresno,  Calif. 


Region^  Kh-^SiA  Francisco^  Calif. 

OaldflMd,  GaUf  . 

San  Diego,  Calif. 
Sacramento,  Calif. 
Spokane,  Wash. 
Seattle,  Wash. 
Helena,  Mont. 
Bcme,  Idaho. 


Detroit,  Mich. 
Toledo,  Ohio. 


Region  11 — Detroit^  Mich. 

Grand  Rapids,  Mich. 
Saginaw,  Mich.  ' 

Region  12 — Minneapolis^  Minn, 


Minneapolis,  Mim]^ 
Iron  Mountain,  Mich. 
Duluth,  Minn. 
£au  Claire,  Wis. 


Wausau,  Wis. 
Bismaick,  N.  Dak. 

Sioux  Falls,  S.  Dak. 


y  - 


PmrOml  M4mt  mi  Tg^mm  ml  Itepitf  Prmdmemd  im  thm  Mmdmmtrimm 


Standee  berths. 
Lockers. 

Tow  targets. 
Machine^n  clips. 
Furniture  ot  all  kinds. 

Shelving. 
Splints. 

Dual  tube  life  preservers. 

Cots,  beds,  bunks,  berths. 
Drawing  tables  lockers,  etc. 
Fuse  retainers. 

Gunstocks  (small  arms,  rifles,  ma- 
chine gun). 
Ammunition  boxes. 

Lifeboats. 

Ordnance  bags,  covers  and  cases. 
Engineers  demolition  Idts. 
Life  rafts. 
Pontoons. 

Maclune*gun  springs. 

Powder  containers. 
Assault  boats. 
Treadways. 
Fuel  tanks. 
Cable. 

Cargo  truck  bodies. 
Bomb  nose  fuses. 
Bomb  crates. 

Airplanes  and  parts  (propellers,  in* 
terior  fitting,  bomb  doors,  tail 
assembhes,  gas  and  oil  tanks, 
ailerons). 


Parts  for  gun  mounts. 
Gilders  and  parts. 

Gun  stocks. 

Incendiary  bomb  noses. 
Rifle  racks. 
Dummy  bombs. 
Shell  boxes. 
Incendiary  Ixmib  cases. 
Dummy  shells  and  cartridges. 
Fin  assembhes. 
Pilot  seats. 

Camouflage  dummy  planes  and  dum- 
my artillery. 
Batt^  lockers. 
Small  parachutes. 
Flag  staffs,  tent  poles  and  pegs. 
Hardware  iot  auto  truck  bodies. 
Safety  belts. 
Litter  poles. 
Tool  boxes. 
Canvas  cots. 

Sleepily  bags;  comforters. 
Medical  chests. 

Steel  angles  for  plywood  pontoons. 
Buffers  in  tanks. 
Hospital  equipment. 
Tanks  (and  pumps)  to  fig^t  incen- 
diary bombs. 
Mattress  covers. 
Boat  paddles  and  oars. 
Tents;  tent  flies. 

Steel  cases  for  radio  tramacnittaB. 
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Balsawood  (bouyant)  products. 

Parachute  bags. 

Skis. 

Life  preservers. 
Military  police  clubs. 
Ckdnance  covers  ami  cases  (textile) 
Plywood  (Lend-Lease). 
30  calibre  link. 
Springs  for  Ixunbs. 
Fuse  assembly  for  I 
75  mm.  gun  parts. 
Canvas  bottoms. 
Bed  springs. 
Mattresses. 


•mil 


lbs. 


Haversacks;  demofitian  kits,  para* 

chutes. 
BandoUcrs,  cartridge  belts. 
Safety  equipment  (shidds,  gtiard). 
Seats  (bomber,  parachute,  jeep). 
Cases  (radio,  electricj^). 
Airport  covers. 
Ship  wheels  (steering). 
&nall  boats  (sulk  hcads^  ^4pQrst;r|i^ 

ture,  hulls).  , 
Filing  cases  and  cabinets. 
Joiner  work  (maritime). 
Aircraft  sfMrln^. 

Gas  mask  parts.  r 


r  •  . 


;-1 
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a.  S.ftOVERHHCNT  PRIHTIKG  OFFICS:  IMS 


